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THANK YOU, DEALERS
Thank you for all your efforts this year.
Your hard work in the field hasn’t gone unnoticed.
We appreciate each of you.
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Alan Amatuzio
Co-President & COO

As we’re writing this, we’re getting
our first winter-weather event of
the season in northern Wisconsin and Minnesota. The morning
began with heavy rain in our area
and it’s expected to change into
snow as the day progresses, with
wind gusts over 40 mph and up to
a foot of snow. Up until now we’ve
enjoyed unseasonably warm temperatures and a nice fall.
Tonight, the residents of this region
will be faced with a new reality that
will force them to adapt. Anything
left in the yard could be gone until
spring, driveways and sidewalks
are going to need shoveling and
the commute home after work will
be slower. We’re going to have to
make sure summer equipment is
put away and winterized or risk
wrecking it. We’re going to have
to change our plans tonight so we
can clear the snow and ice that’s
formed on our driveways and sidewalks or risk injury or being unable
to safely leave our homes. And
those who don’t slow down on that
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commute home will be in the ditch
– or worse.
But that’s the way of things in this
part of the world. The weather
changes, and we adapt. If we
don’t, we suffer the consequences.
The same is true in our business;
things change, and we adapt in
order to succeed. Automotive technologies evolve, so our products
must as well. Drivers’ maintenance
habits shift, so we have to shift with
them. Between buyer demands
and industry changes, we are in a
constant state of evolution. It’s a lot
to keep up with.
And yet our group of AMSOIL Dealers manages to do just that. Most
of you have a full-time day job.
You have families, commitments
and other obligations, but you’re
dedicated to your AMSOIL business. You read AMSOIL Magazine
and the Hotwire every month,
you’re in the Dealer Zone every
week, if not every day, and you’re
taking action on the information we
provide. You’re building websites,

Dean Alexander
Co-President & CFO

interacting with people online and
working events. You’re recruiting
new Dealers, customers and accounts and taking good care of the
ones you already have. You can
diagnose lubrication-related issues
and recommend solutions. You’re
up on the latest industry trends
and you’re out there spreading the
word.
Your passion and dedication is
astonishing, and your efforts are
appreciated.
Have a merry Christmas.
With gratitude,

Alan Amatuzio
Co-President & COO

Dean Alexander
Co-President & CFO

New 2017 Calendars
Available Now
The new full-color 2017 AMSOIL calendar features one
AMSOIL employee-enthusiast and the products he or she
uses for each month of the year.
Calendars personalized with your contact information are
available from the AMSOIL Print Center. Click the Print Center
icon in the Dealer Zone.
Non-personalized calendars are also available and may be
personalized by adding your business card. Simply insert your
business card in the slotted area and your contact info is visible
for a full 12 months. No minimum-quantity orders required.

AMSOIL Print Center Pricing* - Personalized
1 – 49 calendars
50 – 99 calendars
100 – 249 calendars
250 – 499 calendars
500+ calendars

$2.62 each
$2.19 each
$1.84 each
$1.80 each
$1.48 each

* Includes shipping.

AMSOIL Pricing** - Non-Personalized
Stock #

Qty.

G1105-EA 1
G1105-CA 10

U.S.

1.75
15.00

Can.

2.35
20.00

**Calendars also subject to shipping charges.

*All trademarked names and images are the property of their respective owners and may be registered marks in some countries. No affiliation or endorsement claim,
express or implied, is made by their use. All products advertised here are developed by AMSOIL for use in the applications shown.

Online Store: www.amsoil.com

|

Telephone: 1-800-777-7094 |

EZ Online Order Form: myaccount.amsoil.com

DECALS
I have sent this suggestion before. There
are a lot of people who have never heard
of AMSOIL, so having a large AMSOIL
decal on my rear window does not inform
them what AMSOIL is. Add the words
“Synthetic Lubricants since 1972,” and I
believe this would benefit everyone.
Jim Myers
AMSOIL: Thank you for your suggestion.
We recently performed market research
on this topic, and we learned the “since
1972” component carries less weight
with consumers because many competing lubricant companies have longer
legacies. Although AMSOIL was the first
synthetic motor oil to be recognized by
the API, it is too lengthy a claim to convey
on a decal. We believe the word “OIL” in
our brand name effectively conveys that
AMSOIL makes oil. We will continue to
discuss this topic and will take your input
into consideration.

DIESEL ADDITIVES
I would like to comment on your response
to the Farkas letter concerning diesel
additives (June AMSOIL Magazine).
AMSOIL used to have a product called
Diesel Fuel Modifier (ADM) back in the
day. It was touted as a multi-function
product for diesel owners. Somewhere
along the way, AMSOIL decided to pull
the plug on this product and go with what
they have today in terms of diesel fuel
additives.
Why would an “all-in-one” (AIO) diesel
fuel additive be of interest to diesel
owners? Clean deposits in fuel distribution system, cetane improver, fuel
stabilizer, cold-weather protection,
corrosion prevention, water remover
(demulsifier). All these benefits are of
interest due to the poor quality of fuel
and its impact upon the fuel distribution
system. Stanadyne*, a fuel-injection systems manufacturer, offers such a product.
You go on to cite “test data” results, but
fail to cite the actual test results publication. You also claim that these AIO diesel
fuel additives have “less-potent formulas that fail to provide the performance
required by today’s diesel engines,” but
fail to provide the data to substantiate
your claim.
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Finally, you conclude your response by
stating “An AMSOIL ‘all-in-one’ additive
formulated to our performance standards
would not be price-competitive in the
marketplace, and we refuse to offer an
inferior product to compete with those
who do.”

commitment on all fronts. Establishing
statistical significance with fuels in particular requires much more time and money
due to the varying quality of fuel and the
nature of the tests themselves. Nonetheless, we have elevated the importance of
developing data for publication.

As a long-time AMSOIL customer (and
diesel owner), I use AMSOIL products
NOT because they are “price-competitive” (which they are not; they are
expensive), BUT because they are good.
While I can’t speak for anybody else, I am
willing to pay more for a quality product
that performs as advertised.

We also understand the desire for the
convenience of an all-in-one diesel fuel
additive, and this is something we’ve
been working on. We want it to be as
effective as our current performance
concentrates, so it can’t be diluted, but it
has to be cost-effective. That is a difficult
recipe. Watch AMSOIL Magazine and the
Dealer Zone for any developments.

AMSOIL also has a history of not being
afraid of putting their products to the test.
Independent testing of their products
against their peers in the marketplace,
and citing the results (data), is a VERY
convincing tool.
Talk is cheap; that is why we hear all sorts
of claims about how a particular product is better than the others. While there
doesn’t appear to be a very effective
over-seer of factual information publishing out there, who do we believe? What
do we believe? No wonder the consumer
is in a state of confusion. It is hard to go
against/ignore the data.
I appreciate that independent testing is
not inexpensive. However, I find it ironic
that a company who touts not marketing an “inferior product” is unwilling to
pony-up the funds to test their diesel fuel
additives against their peers and publish
the results.
I’m not aware that a company like Stanadyne is talking trash about AMSOIL.
Their Diesel Fuel Additive Performance
Formula addresses issues for consumers,
while others don’t.

For more information on current AMSOIL
diesel fuel additives, see the article on p. 19.

HYDRAULIC SYSTEMS
Last year I decided to switch all my
hydraulic systems to one type of oil on
the machines that I service for my railroad
customers. Some machines used an
ATF, while others used a standard AW32
hydraulic fluid. I decided to try AMSOIL
Torque-Drive® Synthetic Heavy-Duty
Automatic Transmission Fluid (ATD).
Since that time, we have experienced
that the systems run approximately 5-7
degrees cooler. This has had a direct
effect on less heat-related failure of hose
deterioration and fitting leakage, cylinder
seal leakage, as well as pump and valve
failures. This might be a good selling
point to customers that use hydraulic
systems.
Jim Dulski
AMSOIL: Thank you for the outstanding
selling tip, Jim.

Just sayin’,
Dan Swehosky
AMSOIL: We completely understand
where you’re coming from. Consumers
are faced with innumerable marketing
messages every day, and it can be difficult to decide who to believe when
faced with competing choices. We’re
with you: Data speaks volumes. We use
our in-house labs and submit products
to third-party labs on a continual basis to
generate new data. Publishing the results,
however, requires a considerably greater

Email letters to:
letters@amsoil.com
Or, mail them to:
AMSOIL INC.
Communications Department
Attn: Letters
925 Tower Avenue
Superior, WI 54880
Letters are subject to editing for length
and clarity; please include your name,
address and phone number.

*All trademarked names and images are the property of their respective owners and may be registered marks
in some countries. No affiliation or endorsement claim, express or implied, is made by their use. All products
advertised here are developed by AMSOIL for use in the applications shown.
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Two-stroke equipment is changing
Hotter, leaner-running engines require less oil to do more work.

Dan Peterson | VICE PRESIDENT, TECHNICAL DEVELOPMENT
I spent my 53rd birthday in Tampa, Fla.,
during the 2016 DJ Convention, talking,
listening, learning and making notes
on how AMSOIL Dealer businesses
have changed and what has driven
those changes. This prompted a story
I told the group about how AMSOIL is
studying changes in handheld twostroke equipment. Allow me to share for
those who weren’t in Tampa.
I grew up operating a range of twostroke equipment – mowers and string
trimmers in the ‘70s and chainsaws
in the ‘80s. I still have a 1980 25hp Mercury* outboard and an old
two-stroke Lawn-Boy* mower, which
has journeyed from Dayton, Ohio to
Appleton, Wis. to Hermantown, Minn.
It now resides at the cabin in Eagle
River, Wis. The old Lawn-Boy runs
great on SABER® Professional at 100:1.
Occasionally, I use my equipment to
burn the last of my neighbor’s summer
gas. He uses Valvoline* mixed at 50:1.
Boy, does it smoke in the old LawnBoy, but he’s a good neighbor and I
like to help him out.
When I put the Valvoline mixed at 50:1
in my new Stihl* leaf blower, I don’t see
as big a difference in exhaust smoke
compared to SABER Professional at
100:1. There is some difference, but
nothing compared to the Lawn-Boy.
Why? The answer lies in the design of
the equipment. Before I was introduced
to AMSOIL, I ran the Lawn-Boy at 50:1
and it always smoked, especially before
it warmed up. It continued to spew blue
smoke the whole time I mowed, just
like it does on my neighbor’s end-ofsummer gas. When I start my new Stihl
leaf blower and use the end-of-summer
gas, it does not smoke nearly as much
as the Lawn-Boy.

Older equipment was designed to
run rich, which means it burned a lot
of fuel/oil. Not all of it burned, so the
partially burned fuel and oil exited
the exhaust as smoke. In response
to government mandates to reduce
emissions, much of the handheld twostroke equipment built in the last four
years is designed to run leaner. This
means it burns less fuel/oil and more
air. When engines run on less fuel/oil
and more air, they generate less smoke
and emissions, but they run much
hotter.
The problems with older two-stroke
equipment included fouled spark
plugs, gummy deposits and smoke.
SABER Professional mixed at 100:1
helped resolve those issues in
older equipment. Now, however, the
challenges to equipment operability
and longevity have changed. Modern
equipment runs on the ragged edge
due to burning less oil. The intense
heat leads to deposits, which can
cause the following:
• Piston-ring sticking
• Blocked exhaust ports
• Plugged spark arrestor screens
As a result, equipment can lose power,
become difficult to start and eventually
quit running.
To be proactive with modern twostroke equipment, we went to work
testing many different oil formulations
in different types of equipment. In the
end, we developed a formulation that
delivers excellent protection against
high heat and deposits. We tested
and validated it at both 100:1 and
50:1. Although it’s safe and effective
at both ratios, the benefits of reduced
deposits and better cleanliness are

*All trademarked names and images are the property of their respective owners and may be registered marks
in some countries. No affiliation or endorsement claim, express or implied, is made by their use. All products
advertised here are developed by AMSOIL for use in the applications shown.

more noticeable at 50:1 since more
oil is available to lubricate the engine.
For proof of SABER Professional’s
performance at 50:1, see the ECHO
String Trimmer Technical Study
(G3455).
Here is where we all need to adapt
to change. We all know our founder
and Chairman of the Board Al
Amatuzio designed the original SABER
Professional to provide extraordinary
benefits for the equipment of the time.
In the same spirit, we’ve identified the
most disruptive problems for lawn and
landscapers when running today’s
two-stroke equipment. And then we
developed a formulation proven to
address these issues.
What does this mean to your business?
If your customers are happy using
SABER Professional at 80:1 or 100:1,
great. They can continue to rely
on its safe, effective performance.
However, perhaps you encounter a
prospect who rejects our 80:1 or 100:1
recommendation. Let’s face it – some
prospects simply aren’t interested in
the benefits of using less oil. Use the
results of the ECHO String Trimmer
Technical Study to sell them on SABER
Professional’s exceptional performance
at 50:1. You can also use the study
to sell current customers on the
benefits of running a 50:1 ratio in their
equipment.
In the end, it’s up to you to know your
customers and prospects and sell
SABER Professional as the solution to
the problems they’re facing. This study
gives you the flexibility to do that.
Look for more SABER Professional
comparisons soon.
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2016 YEAR IN REVIEW
The past 12 months marked another busy year of new products, reformulations and
redesigns to satisfy more customers and expand opportunities for Dealers.
JA N UA RY

confidence their clutch
will respond the way
they want. It also guards
against gear and clutch
wear so enthusiasts can
spend more time riding
and less performing
maintenance.

AMSOIL CHAIN LUBE
INTRODUCED

AMSOIL Chain Lube
(ACLSC) is a dedicated
aerosol chain lubricant
that provides outstanding
wear and corrosion
protection for all types of
chains and sprockets.

DEALER ONBOARDING
PROGRAM LAUNCHED

AMSOIL UNIVERSITY ONLINE UNVEILED

The new AMSOIL
University Online
immerses Dealers
in sales, technical
and marketing training; businessbuilding strategies and more. The
eventual home of all training activities,
it is easily accessed through the Dealer
Zone and available to fit into any
schedule.
DEVOTED TO PROTECTION

™

The new Devoted to
Protection campaign
features TV, print and
online ads highlighting
wear protection.
Additionally, the “75%
Better Protection”
message launches in
company literature.

COMMERCIAL AND RETAIL ACCOUNTS
CAN SELF-REGISTER

They know they want the products, but
they don’t want to wait for registration
packets or Dealer assistance. A new
registration form on the Business
Opportunities page at www.amsoil.com
allows prospective retail and commercial
accounts to self-register, giving these
valuable customers what they want
and speeding the account registration
process for accounts and Dealers alike.
MONSTER JAM

F E B R UA RY

AMSOIL SYNTHETIC DIRT BIKE
TRANSMISSION FLUID INTRODUCED

AMSOIL Synthetic Dirt Bike Transmission
Fluid is specifically formulated to provide
consistent clutch feel, delivering riders

8

The Dealer Onboarding Program
provides an orientation to the company
and coaches new Dealers in the
beginning phases of their AMSOIL
Dealerships, helping them and the T-1
Dealers to whom they are assigned earn
higher commissions, faster.
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AMSOIL partners with Feld Motor
Sports® and the arena-based Monster
Jam tour to form Monster Jam featuring
the AMSOIL Series, a new monster truck
series that includes separate East and
West Coast tours.

MARCH
V-TWIN MOTORCYCLE
PRODUCT LINE UPDATED

AMSOIL 20W-50 Synthetic
V-Twin Motorcycle Oil is
updated with labels and
packaging that bring it in line
with the rest of the V-Twin line
introduced in 2015.

A PR I L
DOMINATOR® COOLANT BOOST
REFORMULATED

Reformulated with the latest
organic-acid technology,
Coolant Boost delivers reduced
engine temperatures by up to
25ºF (previously 19ºF) in straightwater applications and up to 54
percent faster engine warm-up
times (previously 45 percent).
EA® BYPASS FILTRATION SYSTEMS UPDATED

Ea Bypass Filtration Systems are
updated to include all components
necessary for installation, greatly
increasing convenience and value for
customers and increasing commissions
earned by Dealers.

M AY
NEW AMSOIL PREFERRED CUSTOMER
PROGRAM

The AMSOIL Preferred Customer Program
now offers additional benefits with no
changes to membership fees, including
reduced pricing, exclusive product and
shipping promotions, free gear, points on
purchases and referral rewards.

MARINE LINE REVAMPED
AND EXPANDED

SEPTEMBER

New AMSOIL 25W-40
Synthetic-Blend Marine
Engine Oil (WCM),
formulated specifically
for Mercury* motors
that encourage the use
of synthetic-blend oil,
highlights improvements
to the AMSOIL marine
product line while existing marine
products receive fresh labels and
packaging.

New AMSOIL firearm
products provide
outstanding benefits for
gun owners, including
helping extend life;
prevent blockage, jams
and wear; and clean and
protect guns for storage.

NEW FIREARM PRODUCTS

AU G U S T
NEW GREASE GUN KIT

The new AMSOIL Deluxe Grease Gun Kit
(GLCGN) provides improved performance
and added functionality, making the job of
greasing equipment even easier.

After a full season of real-world riding,
INTERCEPTOR Synthetic 2-Stroke Oil
completely prevented ring sticking,
piston scuffing and exhaust-power-valve
sticking in Arctic Cat*, Ski-Doo* and
Polaris* snowmobiles.

SIGNATURE SERIES FUEL-EFFICIENT
ATF GAINS HIGH-PERFORMANCE
SPECIFICATION

Signature Series Fuel-Efficient Synthetic
Automatic Transmission Fluid (ATL)
now covers the GM* DEXRON HP*
specification, in addition to a wide range
of other specifications.

O C TO B E R
DEVOTED TO PROTECTION
SWEEPSTAKES MUSTANG* GIVEAWAY

JUNE
NEW BYPASS SYSTEMS FOR FORD*
6.0/6.4L AND GM* 6.6L

New Single-Remote Bypass Filter systems
are now available for Ford* 6.0/6.4L and
GM* 6.6L applications. From the head
and hoses to the fittings and filters,
AMSOIL Bypass Systems offer top-ofthe-line protection for customers and
excellent opportunity for Dealers.

J U LY
SYNTHETIC DCT FLUID:
PROTECT THE THRILL

New 100% Synthetic
DCT Fluid is specifically
engineered for
sophisticated dualclutch transmissions and
rounds out the AMSOIL
transmission fluid family.

AMSOIL INTERCEPTOR®
PROVES ITSELF IN TOP THREE
SNOWMOBILE BRANDS

NEW AMSOIL V-TWIN OIL CHANGE KIT
OFFERS MAXIMUM CONVENIENCE

The AMSOIL V-Twin Oil Change Kit
(HDCK) combines everything needed
to perform an AMSOIL oil change on
most 1999-2016 Harley-Davidson*
motorcycles in one convenient package.
AMSOIL BEATS MOBIL 1® AND
ROYAL PURPLE® IN INDUSTRYSTANDARD TESTING

Testing proves AMSOIL Signature
Series 5W-30 Synthetic Motor Oil
protects against harmful deposits on
turbochargers 4X better than Mobil 1
Extended Performance and 3.6X better
than Royal Purple**.

After thousands of entries and months
of anticipation, AMSOIL awarded a 1972
Mustang* Mach 1 to George E., the Devoted to Protection Sweepstakes winner.

D EC E M B E R
NEW BYPASS SYSTEM FOR DODGE*/
RAM* HEAVY-DUTY PICKUPS

A new Single-Remote Bypass Filter
system is now available for Cummins*
5.9L/6.7L applications. The system
includes all components necessary
for installation (including parts, hose,
Ea® Bypass Oil Filter [EaBP90] and
installation instructions), providing
increased convenience and value for
customers and increased commissions
for Dealers.

**Based on independent, third-party testing of AMSOIL Signature Series 5W-30, Mobil 1 Extended
Performance 5W-30 and Royal Purple API 5W-30 in the ASTM D6335 bench test required by the API
SN Resource Conserving specification. For full test details visit www.amsoil.com/depositprotection.

*All trademarked names and images are the property of their respective owners and may be registered marks
in some countries. No affiliation or endorsement claim, express or implied, is made by their use. All products
advertised here are developed by AMSOIL for use in the applications shown.
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NEW AMSOIL SYNTHETIC DIESEL OILS:

GET READY FOR CHANGE
Diesel oil is undergoing a major change. The new API CK-4 and FA-4 diesel oil specifications
are here, and an overhauled AMSOIL synthetic diesel oil lineup is on the way, bringing even
better protection and performance with it.
New Specifications, New Diesel Oils

Extended Drain Intervals

The new API CK-4 and FA-4 specifications focus on these six goals:

AMSOIL Signature Series Max-Duty
Synthetic Diesel Oil is recommended for
extended drain intervals. Its robust formulation allows us to reintroduce extended
drain intervals for turbodiesel trucks.

•
•
•
•
•
•

Reduced emissions
Improved fuel economy
Stronger oxidation stability
Better shear stability
Increased resistance to aeration
Improved wear protection

The new API CK-4 specification is designed for current model-year and older
diesel engines and is backward-compatible with API CJ-4 (and prior) oils. Going
forward, all applications calling for a diesel
oil meeting API CJ-4 (and prior) specifications should use an API CK-4 diesel oil.
The new API FA-4 specification is designed to further improve fuel economy
and reduce emissions. FA-4 oils are not
backward-compatible and may only be
used in certain 2017 and newer overthe-road trucks, when approved by the
original equipment manufacturer (OEM).
Launching in February, new AMSOIL Signature Series Max-Duty Synthetic Diesel
Oil and Heavy-Duty Synthetic Diesel Oil
will replace AMSOIL Premium Synthetic
Diesel Oil (DEO, DME) and OE Synthetic
Diesel Oil (OEC, OED).

AMSOIL Signature Series
Max-Duty Synthetic Diesel Oil
Signature Series Max-Duty Synthetic
Diesel Oil represents the top tier of
AMSOIL protection and performance for
diesel engines. Signature Series will be
available in 5W-30, 0W-40, 5W-40 and
15W-40 viscosities.
•
•
•
•
•

10

6X more engine protection**
Significantly exceed industry requirements
Full OEM specification coverage
Reduced oil consumption
Exceptional cold-temperature
performance
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Heavy-Duty On-/Off-Road Diesel
Engines: 3X OEM recommendation, not
to exceed 60,000 miles, 600 hours or one
year, whichever comes first.
Turbodiesel Pickups: 2X OEM recommendation, not to exceed 25,000 miles or
one year, whichever comes first.
Gasoline Engines: 2X OEM recommendation, not to exceed 15,000 miles or one
year, whichever comes first.
Drain intervals may be extended further
with oil analysis.

AMSOIL Heavy-Duty Synthetic
Diesel Oil
AMSOIL Heavy-Duty Synthetic Diesel
Oil will provide outstanding protection
and performance for customers seeking
an upgrade over conventional and other
synthetic diesel oils. AMSOIL Heavy-Duty
Synthetic Diesel Oil will be available in
10W-30, 5W-40 and 15W-40 viscosities.
• 4X more engine protection**
• Excellent opportunity for priceconscious customers to move up to
AMSOIL quality
• Reduced oil consumption
• Increased commissions for Dealers
AMSOIL Heavy-Duty Synthetic Diesel Oil
is recommended for OEM-recommended
drain intervals.

API Licensing
Unlike OE Diesel, new AMSOIL HeavyDuty Synthetic Diesel Oil will not be
API-licensed. Our philosophy has always
been to set a target for quality and
formulate products that meet that target.

The API licensing system is a voluntary
certification that only sets minimum quality standards. Because it is a standard,
licensing limits the flexibility we need to
quickly adopt new technologies that can
improve protection. Our research indicates many diesel enthusiasts and people
who depend on their diesel to make a living focus more on protection than on the
API doughnut. We are in that camp.
That is why we use specifications like CK-4
as the minimum and engineer protection
into our products that goes beyond API
standards. We want to give customers the
most protection we can, and sometimes
that requires opting out of a licensing program. Diesel customers can rest assured
their equipment is protected, and we back
them up with our warranty.

Prices and Commissions
The prices for the new diesel oil lineup
will match the previous lineup. And while
Heavy-Duty Synthetic Diesel Oil will be
price-competitive with other synthetic
brands in the marketplace, helping you
open doors and increase sales, it will
also offer improved commissions compared to OE Synthetic Diesel Oil.

AMSOIL CI-4+ Synthetic Diesel Oils
The AMSOIL CI-4+ synthetic diesel oil
lineup will remain available as additional
options for pre-2007 diesel applications
not equipped with diesel particulate
filters (DPF).
Series 3000 5W-30 Synthetic Heavy
Duty Diesel Oil (HDD)
15W-40 Synthetic Heavy Duty Diesel
and Marine Oil (AME)
10W-30/SAE 30 Synthetic Heavy Duty
Diesel Oil (ACD)
Premium Protection 10W-40 Synthetic
Motor Oil (AMO)
Premium Protection 20W-50 Synthetic
Motor Oil (ARO)

*All trademarked names and images are the property of their respective owners and may be registered marks
in some countries. No affiliation or endorsement claim, express or implied, is made by their use. All products
advertised here are developed by AMSOIL for use in the applications shown.

Outstanding Protection for Ford*
Power Stroke* Engines
Ford Motor Company recently released its
position on the upcoming new API CK-4
and FA-4 diesel oil specifications, claiming it will only recommend diesel oils that
meet the Ford WSS-M2C171-F1 specification or oils formulated specifically for
the previous API CJ-4 specification.
Questions have arisen regarding why
Ford would condemn use of CK-4 and
FA-4 products in its Power Stroke engines. According to Ford Service Lubricant Technical Expert Ron Romano, “6.7L
engines tested on CK-4 and FA-4 formulations had experienced valve train wear
not encountered with CJ-4 formulations.”
The CJ-4 formulations contained more
than 1,000 parts per million phosphorus,
an effective antiwear ingredient, while
some CK-4 and FA-4 formulations were
below that threshold. As a result, Ford
declared that it has wear concerns about
the use of CK-4 and FA-4 formulations
with less than 1,000 ppm phosphorus in
new and older Ford engines.
With the exception of AMSOIL Signature Series 5W-30 Max-Duty Synthetic
Diesel Oil, all the new AMSOIL diesel
oils provide boosted levels of phosphorus, are recommended for the Ford
6.7L engine and will carry the Ford
WSS-M2C171-F1 specification. We
have no concerns whatsoever that new
Signature Series 5W-30 Diesel Oil will
meet the wear protection requirements
for the Ford 6.7L engine; however, we

are choosing not to include the Ford
WSS-M2C171-F1 specification and the
6.7L engine application on this product.
Ford has identified a minimum phosphorus level, and Signature Series 5W-30
is below that minimum. Once the 6.7L
engine test becomes available (today,
it is not yet ready), we will demonstrate
the superior wear protection of Signature
Series 5W-30 in the Ford 6.7L engine.
AMSOIL Dealers and customers can be
well-assured that all Ford Power Stroke
engines, no matter the model year, are
well-protected when using AMSOIL synthetic diesel oils.

Signature Series 5W-40

Specifications

Heavy-Duty 10W-30

API CK-4/SN, CJ-4, CI-4+, CF; ACEA E9, E7; Mack
EOS-4.5, EO-O; Detroit Diesel DFS 93K222, DDC
93K218, 93K215, 93K214; Caterpillar ECF-3, ECF2, ECF-1-a; Cummins CES20086, CES20081; Volvo
VDS-4.5, VDS-4, VDS-3; MB 228.31; MTU Type 2.1,
II, I; MAN 3575; JASO DH-2; Renault RLD-4, RLD3; Deutz DQC III-10 LA; Allison TES-439; Scania
LA-2; Chrysler MS 10902; Ford WSS-M2C171-F1

Signature Series 15W-40

API CK-4/SN, CJ-4, CI-4+, CF; ACEA E9, E7; Mack
EOS-4.5, EO-O; Detroit Diesel DFS 93K222, DDC
93K218, 93K215, 93K214; Caterpillar ECF-3, ECF2, ECF-1-a; Cummins CES20086, CES20081; Volvo
VDS-4.5, VDS-4, VDS-3; MB 228.31; MTU Type 2.1,
II, I; MAN 3575; JASO DH-2; Renault RLD-4, RLD3; Deutz DQC III-10 LA; Scania LA-2; Chrysler MS
10902; Ford WSS-M2C171-F1

The new lineup of AMSOIL synthetic diesel oils will be formulated to meet a broad
range of industry and OEM specifications.
They may be used in applications that
require any of the following specifications:

API CK-4, CJ-4, CI-4+, CF; ACEA E9, E7; Mack
EOS-4.5, EO-O; Detroit Diesel DFS 93K222; DDC
93K218, 93K215, 93K214; Caterpillar ECF-3, ECF2, ECF-1-a; Cummins CES20086, CES20081; Volvo
VDS-4.5, VDS-4, VDS-3; MB 228.31; MTU Type 2.1,
II, I; MAN 3575; JASO DH-2; Renault RLD-4, RLD3; Deutz DQC III-10 LA; Ford WSS-M2C171-F1

Signature Series 5W-30

Heavy-Duty 5W-40

API CK-4/SN, CJ-4, CI-4+, CF; ACEA E9, E7, E6;
Mack EOS-4.5, EO-O; Detroit Diesel DFS 93K222,
DDC 93K218, 93K215, 93K214; Caterpillar ECF-3,
ECF-2, ECF-1-a; Cummins CES20086, CES20081;
Volvo VDS-4.5, VDS-4, VDS-3; MB 228.51, 228.31;
MTU Type 3.1, 2.1, II, I; MAN 3677, 3575; JASO
DH-2; Renault RLD-4, RLD-3; Deutz DQC IV-10 LA,
DQC III-10 LA; Scania LA-2; Chrysler MS 10902

Signature Series 0W-40

API CK-4/SN, CJ-4, CI-4+, CF; ACEA E9, E7;
Mack EOS-4.5, EO-O; Detroit Diesel DDC 93K218,
93K215, 93K214; Caterpillar ECF-3, ECF-2, ECF1-a; Cummins CES20086, CES20081; Volvo VDS4.5, VDS-4, VDS-3; MTU Type 2.1, II, I; MAN 3575;
JASO DH-2; Renault RLD-4, RLD-3; Deutz DQC
III-10 LA; Chrysler MS 10902; Ford WSS-M2C171-F1

API CK-4/SN, CJ-4, CI-4+, CF; ACEA E9, E7; Mack
EOS-4.5, EO-O; Detroit Diesel DFS 93K222, DDC
93K218, 93K215, 93K214; Caterpillar ECF-3, ECF-2,
ECF-1-a; Cummins CES20086, CES20081; Volvo VDS4.5, VDS-4, VDS-3; MB 228.31; MTU Type 2.1, II, I; MAN
3575; JASO DH-2; Renault RLD-4, RLD-3; Deutz DQC
III-10 LA; Chrysler MS 10902; Ford WSS-M2C171-F1

Heavy-Duty 15W-40

API CK-4/SN, CJ-4, CI-4+, CF; ACEA E9, E7; Mack
EOS-4.5, EO-O; Detroit Diesel DFS 93K222, DDC
93K218, 93K215, 93K214; Caterpillar ECF-3, ECF-2,
ECF-1-a; Cummins CES20086, CES20081; Volvo VDS4.5, VDS-4, VDS-3; MB 228.31; MTU Type 2.1, II, I; MAN
3575; JASO DH-2; Renault RLD-4, RLD-3; Deutz DQC
III-10 LA; Chrysler MS 10902; Ford WSS-M2C171-F1

**Based on Detroit Diesel DD13 Scuffing Test for Specification DFS 93K222.
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Tips to Effectively Sell AMSOIL
Synthetic Snowmobile Oil
Many signs point to a cold, snowy winter for much of North America. Maximizing
sales of AMSOIL snowmobile products, however, requires more than just ideal
weather. The following provides the essentials for targeting the best prospects
with the correct product benefits. For more, consult the Dealer Sales Briefs in the
Dealer Zone (Training>Training Materials>Dealer Sales Briefs).

AMSOIL INTERCEPTOR®
Synthetic 2-Stroke Oil (AIT)

AMSOIL Synthetic
2-Stroke Injector Oil (AIO)

For hardcore enthusiasts
who own high-performance
sleds and who live for
snowmobiling.

For casual riders and those
seeking the convenience of
one oil for year-round use.

• Best engine protection
• Best engine and exhaust
power valve cleanliness
• Best cold-flow
To reduce emissions, modern
two-stroke snowmobiles are
designed to burn less oil
without sacrificing power.
This generates high heat,
which can lead to piston-ring
sticking, piston scuffing and
exhaust-power-valve sticking.
Sell INTERCEPTOR’s proven
ability to help maximize performance and ensure reliable
operation by preventing ring
sticking, piston scuffing and
exhaust- power-valve sticking
in modern, high-performance
sleds. It’s also less expensive
than original equipment manufacturer (OEM)-branded oils.

• Convenient, multi-use
formula
• Excellent value
• Excellent wear protection
Synthetic 2-Stroke Injector
Oil is perfect for riders who
don’t necessarily want
the superior performance
of INTERCEPTOR or
DOMINATOR. It offers riders
the convenience of using
only one oil for all their
two-stroke powersports
toys, including marine
applications. It’s perfect for
retailers who want to carry
limited inventory and offer an
oil to satisfy the needs of a
wide range of customers.

AMSOIL synthetic
snowmobile oils are
Warranty Secure®,
keeping your customers’
factory warranties intact. They’re excellent
choices for Polaris®, Ski-Doo®, Arctic Cat®,
Yamaha® and other brands.

AMSOIL DOMINATOR®
Synthetic 2-Stroke Racing
Oil (TDR)

AMSOIL Formula 4-Stroke®
Power Sports Synthetic
Motor Oil (AFF)

For racers, professional
riders and owners of
modified sleds.

For owners of four-stroke
snowmobiles.

• Purpose-built for racers
• Extra protection for
modified sleds
• Maximizes power
Racing and modified sleds
generate intense heat and
pressure. High heat can burn
off light oils, while intense
pressure can exceed the film
strength of low-viscosity oils,
inviting wear.
DOMINATOR is formulated
with heavier base oils to
protect bearings, pistons and
other components from the
rigors of high-performance
riding. Sell DOMINATOR’s
race-proven protection
against wear. Its emphasis
on wear protection means it
doesn’t guard against powervalve sticking as well as
INTERCEPTOR.

• Easy cold-weather starts
• Quick startup protection
• Helps prevent carbon/
varnish formation
Cold temperatures can
cause conventional oils
to thicken, making them
difficult to circulate until the
engine warms up. Cold,
thick oil may not reach
components at startup,
causing wear.
Formula 4-Stroke Power
Sports Synthetic Motor Oil
provides outstanding coldflow properties. Sell the oil’s
ability to ease cold starts
and guard against wear
at startup, helping extend
engine life.
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*All trademarked names and images are the property of their respective owners and may be registered marks
in some countries. No affiliation or endorsement claim, express or implied, is made by their use. All products
advertised here are developed by AMSOIL for use in the applications shown.

OCTANE EXPLAINED:

DOES PREMIUM, HIGH-OCTANE
GAS BOOST PERFORMANCE?
A recent AAA report found that American motorists wasted $2.1 billion in the last year
buying premium gasoline for engines designed to run on regular gas.

The reasons why are likely due to
the following misconceptions about
premium gas:
• Contains higher energy content
(increasing power and fuel economy)
• Formulated with higher-quality additives
(increasing engine cleanliness)

What is Premium Gas?
When motorists see premium 91-octane
gas at the pump, they may assume
it contains higher energy content
compared to regular 87-octane
gas. After all, “high-octane” is often
synonymous with increased power
and performance. The 91-octane gas
should, they think, provide improved fuel
economy and power.
In fact, octane has nothing to do
with energy content or quality – it’s a
measurement of the gasoline’s ability
to resist engine knock. Higher octane
denotes greater knock control.

What is Engine Knock?
On an engine’s intake stroke, the piston
travels down the cylinder, allowing air/
fuel to fill the available space. Assume
the cylinder holds 900cc when the piston
is at bottom dead center. The piston then
travels up the cylinder, compressing the
fuel/air in preparation for combustion.
Assume cylinder volume is reduced to
100cc when the piston is at top dead
center. The relationship between the two
volumes is known as the compression
ratio. In this case, 900:100 is reduced
to 9:1. The compression ratio indicates
cylinder pressure, and more pressure
equals more power and greater
efficiency. That’s why high-performance
cars and heavy-duty diesels typically
have higher compression ratios than
standard cars or trucks.

While higher compression seems
like all up-side, it can invite negative
consequences. Compression heats the
fuel/air mixture, allowing it to burn more
efficiently. If compressed too much,
gasoline can ignite too early, causing
uncontrolled and early ignition. This
leads to a knocking or pinging sound,
robs the engine of power and can
lead to engine damage. Typically, the
engine’s computer will detect engine
knock and adjust timing and the air/
fuel ratio accordingly. Although this
protects the engine from damage, it can
substantially reduce engine performance
and efficiency.
Most high-compression gas engines
require use of premium gas to better
resist engine knock and prevent the
computer from detuning the engine
to protect against knock-related
damage. Using premium gas in a clean,
mechanically sound engine not designed
to use it, though, provides no benefit.
In engines with carbon buildup on
pistons or in the combustion chamber,
however, premium gas can provide
some benefit. Deposits can reduce
cylinder volume at top dead center,
effectively increasing the compression
ratio. This alone can lead to engine
knock. The deposits can also become
hot spots that preignite the mixture,
leading to engine knock.
In these cases, a higher octane fuel
helps resist engine knock and allows the
engine to operate closer to its normal
conditions rather than detuning to
prevent engine knock.
For best performance, use the fuel
recommended in your vehicle owner’s
manual.

*All trademarked names and images are the property of their respective owners and may be registered marks
in some countries. No affiliation or endorsement claim, express or implied, is made by their use. All products
advertised here are developed by AMSOIL for use in the applications shown.

900CC

100CC

9:1
COMPRESSION
RATIO

Higher Octane Doesn’t Mean
Higher Quality
The other popular misconception is
that premium gas contains a higher
concentration of cleaning agents and
other performance-improving additives.
While many formulators market a highquality premium gasoline, such as
Shell* V-Power* Nitro+ or ExxonMobil*
Synergy*, the premium gasoline at your
local filling station may not be formulated
to improve performance in any aspect
other than octane rating. Quality can
vary from brand to brand and station to
station.
This scenario provides an opportunity
to sell AMSOIL P.i.® (API) or AMSOIL
Quickshot® (AQS). They provide
excellent detergency to help clean dirty
injectors and carburetors for maximum
fuel economy and operability. Once your
customers understand the truth about
premium gas, they’ll be more inclined to
purchase an additive that provides the
benefits they’re seeking.
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AMSOIL Gains Traction Amongst
Premier Engine Builders
Builders compete for supremacy at the AMSOIL Engine Masters Challenge.

In 2010 AMSOIL seized the opportunity
to become the title sponsor of an enginebuilder competition now known as the
AMSOIL Engine Masters Challenge
(EMC). Engine builders are among the
most influential people in racing, making
recommendations that have a direct impact
on the performance of the vehicles that
rely on them. Oil selection is one of these
key recommendations. Through the Engine
Masters Challenge, premier engine builders
gain the opportunity to see and experience
first-hand the capabilities of AMSOIL
synthetic motor oils.
The EMC has evolved since Popular Hot
Rodding passed the torch to Hot Rod
magazine in 2014. One new twist is having
different categories of engines compete on
each day, a transition that began last year
and has continued to evolve. This year’s
engine classes included a Small-Block
Shootout, Vintage, Big-Block Shootout and,
for the first time, a Nitrous class. Ultimately,
25 engines were put through their paces
during the week-long event.
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There is enough glitz and
glamour in Las Vegas to circle
the globe a million times, but
that doesn’t stop the automotive
industry from trying to bring a
little more each November.

The engine builders come from all across
North America. They represent all levels
of experience, from hobbyists to pros in
the upper echelons of racing, from circle
track and drag racing to tractor pulls and
extreme marine applications. The University
of Northwestern Ohio (UNOH) hosts this
competition, which was designed, in part, to
create content for hot rod magazines.

The SEMA show is the epicenter
of the automotive world each
year and everyone spruces up
their best projects to put on
display for the world. Inside the
AMSOIL booth the past few
years, there has been plenty of
gawking, and we were able to
once again grab some headlines
and some hardware.

Events like the EMC have many benefits for
all participants. The media gets something
to write about, readers learn new performance tricks and sponsors strengthen
ties to the builders. In addition, 40 UNOH
students receive the privilege of working
alongside many of the top engine builders
in the country, gaining rare and invaluable experience. The school itself is a
beneficiary of the halo effect generated by
hosting the week-long competition. The
builders have an opportunity to earn money
if they win and gain visibility through the
media coverage, which helps generate new
business.

Our friends at Creative Rod and
Kustom (Pennsylvania) pieced
together a 1968 Chevy* C-10*
that artfully mixed the old (classic instrument gauges) with the
new (LS3 Crate Engine). The
truck drew a crowd, and was the
recipient of the Chevy SEMA Design Award for Truck of the Year.
While Vegas can be overwhelming with its bright lights and glitter,
classic cool ruled the day at the
AMSOIL SEMA booth.
Check out pictures of the truck at
amsoilracing.com/partnerships.

*All trademarked names and images are the property of their respective owners and may be registered marks
in some countries. No affiliation or endorsement claim, express or implied, is made by their use. All products
advertised here are developed by AMSOIL for use in the applications shown.

2016 AMSOIL ENGINE MASTERS
CHALLENGE WINNERS
Small-Block:
1st – Scott Main/MPG Heads
2nd – Greg Finnican
Big-Block:
1st – Joe Carroll/PTS Racing Engines
2nd – Bret Bowers/Atlas Performance
Vintage:
1st – Ted Eaton/Eaton Balancing
2nd – Chris Bennett/SAM*

*School of Automotive Machinists & Technology

Nitrous:
1st – Zackary Nelson/SAM*
2nd – Bret Bowers/Atlas, Team 2
Horsepower King and Torque Monster awards both
went to the School of Automotive Machinists.

A major benefit for AMSOIL is the
opportunity to work closely with
top builders who all experience the
capabilities of our products. According
to AMSOIL Technical Product Manager
– Powersports Len Groom, “The Engine
Masters Challenge has been a great
fit for AMSOIL. It allows us to validate
our products in some crazy, extreme
conditions. It also allows us to show
these engine builders the advantages
of using a high-quality synthetic.
Influencing the engine builder is a key
component since they hold all the power
when it comes to recommending an oil
for your race motor.”
Many builders were familiar with the
AMSOIL name, but had not yet tried the
products. Jesse Robinson of SKM Effects
Engines in Summerstown, Ontario was
one such builder. “Before Engine Masters,
I was aware it was ‘The First in Synthetics,’
but I had never used it myself,” he said.
“I love it; I love the stuff. My garage is
stacked with it. And I try to promote it to
my customers when they have a special
need for quality oil that doesn’t seem to
break down and protects really well.”
There were several new factors in this
year’s competition. First, the school
had new SuperFlow dyno equipment
installed since last year. Initially promised
to be an advantage, it caused delays

the first day as the dynos were dialedin and confidence in the numbers was
established. Dynamometers are extremely
sophisticated pieces of equipment. Their
primary functions include data acquisition
and engine-control systems. Everything
must be repeatable so that the information
generated is reliable.
For the uninitiated, here’s how a dyno
works. The equipment holds the engine’s
power back and takes measurements
while holding power. That is, the dyno
operator runs the engine through its
usable RPM band and measures the
torque generated as it sweeps. Rather
than use a transmission, the dynos at
UNOH use water to provide resistance.
Essentially, they’re pumping water instead
of moving a vehicle down the road. The
dyno measures the power the engine
generates while pumping the water.
It’s definitely very different from race
cars moving along a drag strip or
around a track, but for the builders and
journalists covering the competition, it’s
exceedingly thrilling to see the innovations
implemented to generate power.
This year AMSOIL sent three employees
to the competition. In addition to Groom,
who provides technical counsel related
to the builders’ special circumstances,
Advertising Manager Ed Newman and

Photographer/Videographer Wyatt
Gruben covered the event for social
media and print usage.
One of the big takeaways from this year’s
EMC was the striking evidence that our
presence is making an impact. “In our
seven years of sponsorship I have seen
the competitors/engine builders transition
from skeptical users to wholehearted
supporters and endorsers of AMSOIL
products,” said Groom. “It’s been exciting
to see these guys gain confidence in our
products.”
“The AMSOIL EMC provides benefits
for Dealers as well,” said Newman. “Hot
Rod magazine is one of the most widely
read and influential publications among
enthusiasts. Our involvement and the
subsequent coverage reinforces our
credibility. Their editors and writers have
seen first-hand how seriously good our
products are.”
Groom adds that furthermore, “Engine
Masters has helped AMSOIL secure the
approval of some of the premier engine
builders in the U.S. This allows our
Dealers to approach new accounts with
real-life information from an influential
third party, which gives potential
customers peace of mind in selecting an
AMSOIL product.”
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MONTHLY LEADERS

The AMSOIL Dealer Hall of Fame, full AMSOIL business category descriptions and top 20 monthly
leaders can be found in the Dealer Recognition area under the Services menu in the Dealer Zone.

Dave M. Mann
Bill & Donna Durand

Michigan

Wisconsin

7-STAR

7-STAR

REGENCY PLATINUM
DIRECT JOBBERS

FIRST
Total Organization
SECOND
Personal Group Sales
HALL OF FAME

Thomas & Sheila Shalin
Georgia

SECOND
Total Organization
New Qualified Customers
FIRST
Personal Group Sales
SEVENTH
New Customer Sales

Michael H. Ellis
Michigan

4-STAR

REGENCY PLATINUM
DIRECT JOBBERS

SEVENTH
Total Organization
FIFTH
Personal Group Sales
New Qualified Customers
THIRD
New Customer Sales

James J. Allen
Ohio

REGENCY GOLD
DIRECT JOBBER

SECOND
Commercial Account Sales

James Brown Jr.
North Carolina
PREMIER DIRECT JOBBER

NINTH
Commercial Account Sales

Michael & Linda
Ford
MInnesota

5-STAR

REGENCY PLATINUM
DIRECT JOBBER

EIGHTH
Total Organization
FOURTH
Personal Group Sales
FIRST
Retail Account Sales

Gregory Vaughn
Wisconsin
1-STAR

REGENCY PLATINUM
DIRECT JOBBER

THIRD
Commercial Account Sales

Ray & Kathy Yaeger
Wisconsin
5-STAR

FIRST
New Qualified Customers
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Washington
5-STAR

REGENCY PLATINUM
DIRECT JOBBERS

THIRD
Total Organization
NINTH
Personal Group Sales

Ches & Natasha Cain
South Dakota
3-STAR

REGENCY PLATINUM
DIRECT JOBBERS

NINTH
Total Organization
THIRD
Personal Group Sales
SEVENTH
New Qualified Customers
FIFTH
New Customer Sales

Thomas R. Weiss
North Dakota
REGENCY PLATINUM
DIRECT JOBBER

FOURTH
Commercial Account Sales
SEVENTH
Retail Account Sales

John & Dianne
Moldowan
Alberta

REGENCY PLATINUM
DIRECT JOBBERS

REGENCY GOLD
DIRECT JOBBERS

SECOND
Retail Account Sales

THIRD
Retail Account Sales

Kent & Trudy
Whiteman

Michael J. Mathe

Utah
7-STAR

REGENCY GOLD
DIRECT JOBBERS

16

REGENCY PLATINUM
DIRECT JOBBER

Leonard & Marcie
Pearson

REGENCY PLATINUM
DIRECT JOBBERS

THIRD
New Qualified Customers
SECOND
New Customer Sales

Tennessee
REGENCY SILVER
DIRECT JOBBER

FOURTH
New Qualified Customers
SIXTH
New Customer Sales

SEPTEMBER 2016
Carol H. Bell
Texas
5-STAR

REGENCY PLATINUM
DIRECT JOBBER

FOURTH
Total Organization
SEVENTH
Personal Group Sales
FIFTH
Commercial Account Sales
TENTH
Retail Account Sales

Greg & Joan
Desrosiers
Alberta
3-STAR

REGENCY PLATINUM
DIRECT JOBBERS

TENTH
Total Organization
SIXTH
Retail Account Sales
FIRST
New Customer Sales

Valon Sapp
Texas
DIRECT DEALER

SIXTH
Commercial Account Sales

George & Shirley
Douglas

Sherree Schell

Tennessee

Idaho

4-STAR

4-STAR

FIFTH
Total Organization
EIGHTH
Personal Group Sales

SIXTH
Total Organization
Personal Group Sales

REGENCY PLATINUM
DIRECT JOBBERS

REGENCY PLATINUM
DIRECT JOBBER

Daniel & Judy Watson

David B.
Richardson

Florida
2-STAR

Ohio

REGENCY PLATINUM
DIRECT JOBBERS

EXECUTIVE DIRECT
JOBBER

TENTH
Personal Group Sales

FIRST
Commercial Account Sales

EIGHTH
Retail Account Sales

David & Linda
Trekell

Rob D. Eilertsen

Texas

Connecticut

PREMIER DIRECT JOBBERS

DIRECT JOBBER

EIGHTH
Commercial Account Sales

SEVENTH
Commercial Account Sales

Alberta

Saskatchewan

Victor & Linda
Sorlie

REGENCY GOLD
DIRECT JOBBER

REGENCY GOLD
DIRECT JOBBER

MASTER DIRECT JOBBERS

FOURTH
Retail Account Sales

FIFTH
Retail Account Sales

Debra McKenzie

Douglas Huculak

Texas
NINTH
Retail Account Sales

Vijay Parany
John A. Cameron
California
MASTER DIRECT JOBBER

SIXTH
New Qualified Customers

Will Mangan

Ontario

Pennsylvania

1-STAR

REGENCY PLATINUM
DIRECT JOBBER

PREMIER DIRECT JOBBER

EIGHTH
New Qualified Customers
New Customer Sales

NINTH
New Qualified Customers
FOURTH
New Customer Sales
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MONTHLY LEADERS
Mylo & Patty
Twingstrom
Minnesota

Jason Webster
Tennessee

1-STAR

DIRECT JOBBER

REGENCY PLATINUM
DIRECT JOBBERS

TENTH
New Qualified Customers

NINTH
New Customer Sales

Thomas H. Kirby
Michigan
2-STAR

REGENCY PLATINUM
DIRECT JOBBER

TENTH
New Customer Sales

HIGHER LEVELS OF RECOGNITION

Bill A. Torgler

Matthew R. Rogers

Colorado

Michigan

David Huff

DIRECT JOBBER

DIRECT JOBBER

North Carolina

Sponsor:
Linda Cross

Sponsor:
James J. Allen

Direct Jobber:
Linda Cross

Direct Jobber:
James J. Allen

James & Maria Clark

Brian & Christine
Gould

PREMIER DIRECT JOBBER

PREMIER

Scott Galbreath
New York
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Texas

Iowa

DIRECT JOBBER

DIRECT DEALERS

Sponsor:
Andrei D. Pop

Sponsors:
Kyle & Poppy Davis

Direct Jobber:
Andrei D. Pop

Direct Jobbers:
Kyle & Poppy Davis

Craig Miller

Francis Belliveau

Ty Kennedy

Ohio

Ontario

Florida

DIRECT DEALER

ACCOUNT DIRECT

ACCOUNT DIRECT

Sponsors:
Luis & Sharon Pena

Sponsor:
Daniel Allain

Sponsors:
David & Elizabeth Collins

Direct Jobbers:
Luis & Sharon Pena

Direct Jobbers:
Michael & Wanda Facey

Direct Jobbers:
George & Shirley Douglas
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DIRECT DEALERS

Sponsor:
Steve Millen
Direct Jobber:
Steve Millen

Concentrated Performance
Delivers Maximum Results
AMSOIL diesel fuel additives raise the bar, delivering concentrated performance
all-in-one additives can’t match. Our diesel fuel additives are recommended for all
types of on- and off-road, light- and heavy-duty and marine diesel engines.
Modern diesel engines demand more from their
fuel systems. Fuel pumps create increased
pressure, feeding smaller injectors with extremely
tight clearances that are more susceptible to
problems related to fuel quality. To maintain high
injection pressures, it is important to use highquality diesel fuel. Our highly concentrated diesel
fuel additives are designed to improve today’s
diesel fuel quality, providing additional peaceof-mind while driving down the road. Whether
your customers are seeking clean injectors and
combustion chambers, increased power through
cetane improvements or they operate frequently
in cold climates, AMSOIL has the ideal diesel fuel
additive solution.

AMSOIL DIESEL INJECTOR CLEAN
• Cleans dirty injectors
• Adds lubricity to reduce fuel-pump and injector wear
• Improves fuel economy up to 4.5 percent
• Improves power and torque
• Reduces smoke and emissions
• Improves startability
• Combats fuel-system corrosion
• Reduces downtime and maintenance costs
AMSOIL DIESEL COLD FLOW
• Improves diesel cold-flow ability by up to 20˚F (15˚C)
• Enhances engine reliability in cold temperatures
• Improves startability
• Reduces downtime and maintenance costs
AMSOIL DIESEL INJECTOR CLEAN + COLD FLOW
• Combines the benefits of AMSOIL Diesel Injector Clean
and Diesel Cold Flow in one convenient package

AMSOIL DIESEL CETANE BOOST
• Raises cetane of diesel fuel up to seven points
• Delivers maximum horsepower
• Increases fuel economy
• Improves startability
• Smooths idle
• Reduces smoke and emissions
AMSOIL DIESEL RECOVERY
• Quickly liquefies gelled fuel
• Thaws frozen fuel filters
• Saves money and minimizes downtime
• Performs well in ULSD, off-road and biodiesel
• Non-corrosive

*All trademarked names and images are the property of their respective owners and may be registered marks
in some countries. No affiliation or endorsement claim, express or implied, is made by their use. All products
advertised here are developed by AMSOIL for use in the applications shown.
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December Close-Out
The last day to process December orders in the U.S.
and Canada is the close of business on Friday, Dec. 30.
Individual telephone and walk-in orders will be processed
if initiated by the close of business. Internet and fax orders
will be accepted until 3 p.m. Central Time on that day. All
orders received after these times will be processed for the
following month. Volume transfers for December business will
be accepted until 3 p.m. Central Time on Friday, Jan. 6. All
transfers received after this time will be returned.

G3314

Holiday Closings
The AMSOIL corporate headquarters, U.S. distribution
centers and Canadian distribution centers will be closed
Monday, Dec. 26 for Christmas Day and Monday, Jan. 2
for New Year’s Day. The Toronto Distribution Center will be
closed Tuesday, Dec. 27 for Boxing Day.
G3215
(shown with G3218)

Holiday Activities
The AMSOIL corporate headquarters will close at 12 p.m.
Central Time on Friday, Dec. 16 for holiday activities. Limited
telephone ordering personnel will be available for orders, so
AMSOIL asks that Dealers not attempt to contact corporate
staff via the toll-free ordering number during this time so as
not to overload the limited staff. In addition, placing Dealer
orders in advance of this date would be appreciated to aid in
keeping the lines clear for customers.

Holiday Shipping
Keep in mind that shipping companies are extra busy during
the holiday season, possibly resulting in shipping delays.
Dealers are urged to plan accordingly and place orders
earlier than normal to ensure they arrive on time.

Bomber Hat
Water-resistant polyester shell
with synthetic fur and black
satin-quilted lining protect
you from the snow and cold.
Includes ear flaps that button
up or down and an adjustable
buckle strap. Embroidered
logos. One size fits most.
Stock #

G3317

U.S.

Can.

22.00

29.20

Increase Snowmobile Oil Sales this Winter with
Display Shelf Snowmobile Graphics
Snowmobile season is here. Help your retail accounts sell
more snowmobile oil by equipping them with the snowmobile
graphics (G3218) for the AMSOIL Display Shelf (G3215).
This 51.5” x 19.5” x 31” display shelf features interchangeable
graphics with shelf liners. Purchase with separate graphics
package(s) of your choice. Three shelves (weight capacity:
60 lbs. per shelf). Holds 72 quarts or 27 one-gallon bottles.
Stock #

Description

G3215
G3215G
G3217
G3218
G3283

Display Shelf
Devoted to Protection Graphics
Motorcycle Graphics
Snowmobile Graphics
Marine Graphics

Wt. Lbs. U.S.

50.0
3.0
3.0
3.0
3.0

Can.

122.00 149.20
35.00 42.45
35.00 42.45
35.00 42.45
35.00 42.45

Snowmobile P-O-P Bottle Display
This 18.5” x 60” x 18” bottle display features eight shelves.
Holds 48 quarts (six quarts per shelf).
Stock #

Description

G3314

Snowmobile P-O-P Display

Wt. Lbs. U.S.

16.0

Can.

105.00 140.00

New Bypass System for Dodge*/RAM* Heavy-Duty Pickups
A new Single-Remote Bypass Filter system is now available for Cummins* 5.9L/6.7L
applications. The system includes all components necessary for installation (including
parts, hose, Ea® Bypass Oil Filter [EaBP90] and installation instructions), providing
increased convenience and value for customers and increased commissions for Dealers.
Bypass System for Dodge*/RAM* Heavy-Duty Pickups
			
Stock # Units
Pkg./Size

Wt.
Lbs.

Comm.
Credits

BMK34

5.4

210.00
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U.S.
Wholesale

300.00

U.S.
MSRP

390.00

Can.
Wholesale

Can.
MSRP

397.45

516.65

*All trademarked names and images are the property of their respective owners and may be registered marks
in some countries. No affiliation or endorsement claim, express or implied, is made by their use. All products
advertised here are developed by AMSOIL for use in the applications shown.

HEAVY-DUTY METAL PROTECTOR
• Protects metal surfaces against
rust and corrosion
• Ideal for hinges, automotive and
trailer undercoat, spare tire carriers, battery terminals, tailgate
hinges, handheld tools, snow
plows, mower decks and blades,
snowblowers, skid-steer attachments, farm machinery, fork lifts
and metal gates/fences
• Non-sticky, amber, wax-like film
• Provides up to several years of
protection

CHAIN LUBE
• Protects chains and
sprockets against wear
and corrosion
• Does not fling off
• Slightly tacky, relatively
clear, wax-like film
• Fast-drying

New Heavy-Duty Metal Protector
Formulation Launches January 2017
AMSOIL Heavy-Duty Metal Protector (AMH) has been reformulated to provide
improved performance as a corrosion inhibitor. Although it still provides lubricating
properties, its primary focus is corrosion protection. AMSOIL Chain Lube (ACL) is
recommended for chain lubrication needs.
FREQUENTLY ASKED QUESTIONS
Why is AMSOIL Heavy-Duty Metal Protector no longer
recommended for lubricating motorcycle chains?
It has been reformulated to focus on corrosion protection
and its lubricating properties are not the primary focus as
with the previous formulation.

Can I still use Heavy-Duty Metal Protector as a lubricant?
Yes, you may continue to use Heavy-Duty Metal Protector
as a lubricant; however, we offer several specialty products
as higher-performance options, including AMSOIL Metal
Protector (AMP) for metal surfaces, AMSOIL Chain Lube
(ACL) for chains and AMSOIL Silicone Spray (ALS) for nonmetal surfaces.

I N S I G H T

O N

S A L E S

The next generation is seeking a
personal connection in their work.
AMSOIL Dealers have the perfect opportunity for them.

Brian Lammi | DEALER SALES TRAINER
Why are you a part of AMSOIL? What
got you to be a Dealer in the first
place? Have you ever stopped to ask
yourself these questions?
As we grow and recruit new people
into our groups there is a thread
that brings us all together. We
tend to focus a lot on the financial
opportunity, which is great, but
the camaraderie and sharing an
experience with people who have
similar interests is really the glue that
holds us together.
In my time as a field sales
representative I got to visit with many
Dealers on their turf. Many of those
visits took place in garages that were
also set up for meetings. These were
places where people got together
not just to talk about products and
how to make more money, but to
have a shared experience building
friendships and bonds that can last
lifetimes.
I’ve watched at field meetings across
the country. You come together and
you also meet old friends there.
You catch up with people you
haven’t seen in a long time and talk
about your lives and your AMSOIL
businesses.
It’s easy to look past the relationship
benefits of being an AMSOIL Dealer,
probably because those relationships
just come naturally. Most of the time
you’re recruiting people you meet
at an event centered on something
you both have interest in, or you’re
recruiting friends who share the
same interests as you or are part
of organizations you support. You
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might not make this a full-time job.
You might not retire 20 years early
because of your AMSOIL business.
But you are very likely to meet and
work with some great people along
the way, and you are most likely
going to have some pretty amazing
experiences.
The other thing we tend to overlook
is that business gives you the
opportunity to help others. You get
to be a mentor, a coach and help
people achieve their goals. It’s no
secret that helping others is good
for us. It makes us feel good, too.
That’s why many of us at the AMSOIL
corporate office come to work every
day. We do our best to help you, just
like you do your best to help Dealers
on your sales team.
An AMSOIL Dealership is a new and
different concept for many people
– it isn’t the traditional definition of
a small business. But that’s what it
is. As we look to bring in younger
people to keep us strong for the
future, these points are important
to remember. The world is talking
a lot about the millennials because
they are the largest demographic
group since the baby boomers. They
want good jobs, but they want to be
engaged in those jobs. They want
to be connected to them. They want
a purposeful life and to be active
in their communities, but also have
financial stability. Doesn’t this sound
like a great fit for AMSOIL? As their
sponsor, provide them support and
camaraderie while working with them
toward their financial goals. Remind
them that the flexibility to do this

will also allow them the flexibility to
be active in the community and to
support causes that are important
to them. They can then share that
flexibility with their friends and
colleagues. When they begin to
mentor it will give them that everimportant sense of purpose and
being engaged.
The other thing to remember about
millennials is that they are, not
surprisingly, electronically connected.
They use the Internet as their main
source of news and information.
That means they want a personal
connection with you, but they want
to review the data online. It’s a
reason social media outlets can be
so important in reaching them. This
is also why it’s important to have an
online business presence separate
from your personal one. That doesn’t
mean your business presence is
completely impersonal – they still
want to use that presence to get to
know and trust you – but you should
be careful when expressing personal
beliefs. For example, millennials are
the largest group of individuals to say
they are politically independent. So
nearly half of them could be turned
off by political affiliation posts. Those
are best kept to your personal page
and off your business page.
When recruiting new members
onto your sales team, don’t forget
about one of the greatest parts
of our business: building strong
relationships.

Help Your Retailers Get Found
The AMSOIL Locator gives potential customers up-to-date
information about retail businesses and service centers when
they search locally for AMSOIL products. After entering their
address or zip code into the Locator at www.amsoil.com/
locator, customers will see an address and phone number,
business hours and which products a selected location
offers. A badge also appears if a service center location
installs customer-provided AMSOIL products.
The Locator is a great tool that helps generate new business
for your accounts, but your accounts have to meet purchase
requirements to be listed and you have to keep their
information updated. The easiest way to determine if your
accounts are eligible and to update their information is to use
the Retail Account Information Administration form through
the Dealer Zone.
Go to the Dealer Zone, click the My Business Menu and
select Retail Account Information Administration. From there,
you’ll be able to check your accounts’ eligibility and edit their
account information. Remember, consumers are more likely
to choose a location with an image and complete information.

Retailers and service centers must meet any of the
following purchase requirements to remain active
on the AMSOIL Locator at www.amsoil.com:
•
•
•
•

$300 in the previous 3 months
$600 in the previous 6 months
$900 in the previous 9 months
$1,200 in the previous 12 months
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Filtration Solutions

WE HONOR

www.amsoil.com

Leading the Field in
Deposit Protection

*Based on independent, third-party testing of AMSOIL® Signature Series
5W-30, Mobil 1® Extended Performance 5W-30 and Royal Purple® API 5W-30
in the ASTM D6335 bench test required by the API SN Resource Conserving
specification. For full test details visit www.amsoil.com/depositprotection.

TEOST 33C Test Results

30
Total Deposit Weight (mg)

AMSOIL Signature Series
Synthetic Motor Oil protects
against harmful deposits on
turbochargers 4X better
than Mobil 1® Extended
Performance and 3.6X
better than Royal Purple®
in industry-standard
testing*.
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AMSOIL Signature Series 5W-30

(Discover in U.S. only)
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The independent, third-party lab
results show AMSOIL Signature Series
5W-30 held deposits to well under the
30 mg limit recommended by vehicle
manufacturers.

